Rough Notes Index For 1977 


ADVERTISING 
Casual, Enjoyable Ad Campaign Triggers 
Sales Boom “ : Tommy Giordano, March 
Unique Coverage Situations Set Up 
T.V. Ad Campaign . - 
Newsletters Help In Maintaining 
Customer Contact : % James A, Cotter, CPCU, May 
Don't Assume Clients Know That You 
Sell All Coverages ; . 
Serious Approach Projects 
“Blue Chip” Image 
Office Building Tied To 
Advertising Program 
Direct Mail Programs Yield 
Positive Results ................ 


Hugh M. Witt, Jr., May 


J. M. Nolen, May 
Jack J. Craddock, May 
Jack KE. Wilson, July 


Willard R. Young, III, Dec. 


AGENCY CONSOLIDATIONS 

Affiliation Brightens 

Market Picture Sion John D. Jordan, Jr., 
Setting Up A Branch Office—The Problems 

And Opportunities. William H. Bradshaw, April, 
Don't Hesitate To Acquire Agencies 

Larger Than Your Own ; 
Ambitious Purchase Program Can 

Work In Rural Area David H. Montgomery, July 
Ten Guidelines Form Basis For Acquiring 

Other Agencies ..... sda Normaan R. Wright, July 
Aggressive Selling Minimizes Attrition 

In Acquired Branch 
Payment Plan Varies With Size of 

Acquired Firms William J. Preston, Sept. 
What Makes Another Agency An Attractive 

Acquisition Candidate? ....sept, 
Case Histories Demonstrate Various Ways 

Of Buying Agencies William C. Thornton, Jr., Oct. 


January 


Richard G. Taylor, April 


Lloyd A. Hamilton, July 


AGENCY MANAGEMENT 

What It Costs To Run An Agency Il 
Hiring Part-Time Employees Can Boost 

Overall Efliciency Jan. 
Delegation, Departmentalization Are Keys 

To Efficiency Barbara J. Moore, Jan. 
Evaluate Companies’ Service To Agency 
Cross-Training Improves 

Staff ; Jack A. Calvert & Paul E. Allred, Jr., Jan. 
Setting, Refining Goals Is Crucial 

In Large Agency . Cc. J. Dykes, III, Feb. 
Help Your Personnel To Sense Their Importance Feb. 
Nine Key Procedures Promote 

Gireater [Efliciency 
Filing Kfliciency Is Crucial To 

Agency's Total Operation 
IXxperienced Staff Handles Daily 

Office Procedures Lilburn Carlisle, May 
Take An Active Interest In Self-Motivation Of Personnel....May 
When Charting Agency's Course, 

Corsider Your Employees 


Carl O. Pearson, Jan. 


Robert H. French, March 


March 


Dale Sims, May 
Personal Productivity Depends On Organization, 

Control, Aggressiveness Ken Roesler, June 
Don't Just Assume—Make Sure—lKEmployees 

Handle Their Jobs Well : nee ‘ June 
Paying Attention To Personnel Can Put 

Your Agency On Top . a 
Make Good Use Of 

Your One Free Employee 
Otlice Procedures Manual 

Saves Time In Training Staff -............ ae Cen 


Nov. 


Jerry D. Thompson, Dec. 


COLLECTIONS 

Give Payment Options In 

Sales Presentation 
Cash Flow Management Can Make 

Or Break Agency . William L.. Porter, Feb. 
Total sad Debt" Money Could Finance 

A Vacation Horace J. Cugle, Jr., 
Six Guidelines To Improving Agency 

Accounts Receivable 
Firm Rules Keep Bad Debts Under 

$100 Per Year : Roy V. Williams, CPCU, Aug. 


Robert D. Putvin, Feb. 


FMS, Feb. 


Jerald D. Johnston, April 


COMMERCIAL RISKS 


Present Quotation To Retailer In Clear, 
Concise Form : cet See ; 
THE FORUM: SMP Program 
Revisions icaiiniaceaceniaes = 


-H. H. Robinson, Feb. 
Roy C. McCormick, April 
64 


Dyar Haddad, Jan, 2: 


Goals, Knowledge & Thoroughness Are Vital 
To Commercial Selling 

examine Account Closely Before 
Submitting Application Louis M. Wheeler, 

Completeness Of Submissions Is 
Crucial To Success 

Survey Proves Invaluable In 
Writing Contractors 

THE FORUM: Highlights Of 
New SMP Program .Roy C. McCormick, 

Thorough Presentations Build Commercial 
Volume “3 --vees- avid B.. Selfrit, 

THE FORUM: Opportunities In 
New SMP Program 

Real Estate Agents, Attorneys, 
Bankers Provide Good Leads H. Lineoln June, Jr., 

Kxamine Nature Of Risk; Then Make 
Coverage Decision George L. Lilley, CPCU, CLU, 

Smaller Business Risks Prove 
Satisfying, Profitable . ..J. Newton Robertson, Jr., 

Look Outside Your Local Area To Write 
Smaller Risks €. Ross Daniels, Jr., 

Decide How You Can Profit From Clients’ 
Use Of Self-Insurance Robert N. Hughes, CPCU, 


Charles B. Castle, CPCU, 


CPCU,CLU, 


Stay On Top Of Client's Business A. Darrell Hohenstein, 


Three-Step Process Builds Volume Of Small 
Commercial Risks James T. Marshall, 
Keeping Up-To-Date On Clients’ Needs 
Builds Loyalty ‘ Peter M. Smith, 
Bond Requirements Used To Sell Contractors 


..Don Britton, April 


April 
Use Of Varied Prospecting Methods................A. J. Coune, 4 


April 


John T. Kelly, CPCU, April 


May 


June 


July 


Roy C. McCormick, August 
Sept. 
Sept. 
Sept. 


Sept. 


Oct. 
Oct. 


Nov. 


Nov. 


John F. Giblon, Jr. & George E. Claffey, Jr., Nov. 101 


EDITORIALS 


THI EDITOR'S PAGE: When Will Market 
Problems Be Solved? ‘ 
THE EDITOR'S PAGE: Don't Wait For 
Kasier Times Thomas A, McCoy 
THE EDITOR'S PAGE: Smaller Firms Must 
Stress Profits 
THE EDITOR'S PAGE: Preparing For 
The Rites Of Fall : 
THE EDITOR'S PAGE: Companies Need Agents’ Help 
To Improve Image : 
THE EDITOR'S PAGE: Flood Insurance Program 
Is Threatened 
THE EDITOR'S PAGE: Financial Planning 
Deserves High Priority Thomas A. McCoy 
THE KDITOR’S PAGE: The Night 


Before Christmas Thomas A, McCoy 


Thomas A. McCoy 


Thomas A. McCoy 


Thomas A. McCoy, 


, May 6 


, June 


, July 


Thomas A. McCoy, Aug. 


Sept. 


-Thomas A. McCoy, Oct. 


, Nov. 


, Dec. 


EXCESS & SURPLUS; SPECIALTY LINES 


MARKET PLACE REPORTS: Public Officials 

Liability Policy : Wallace L. Clapp, Jr., 
MARKET PLACE REPORTS: New Retailers 

Package Policy Wallace L. Clapp, Jr., 
Specialty Market Outlook 

1977 Wallace L. 
Tackling “Problems” Spurs Growth 

In Small Town 
Advantages & Disadvantages 

Of Using Kk & S Markets Joseph A. Giordano, CPCU, 
Quoting In kf & S Markets Demands High 

Inthical Standards Jerry L. MeCord, 
Solving Market Problems With 

Specialty Brokers D. S. Jamieson, CPCU, 
Amusement Business Offers Vast 

Coverage Potential 
Workers’ Compensation Placed In 

Surplus Markets 
Surplus Insurers Fill Gaps Left By Tighter 

Standard Markets Richard N. Goldman, 
Tips On Getting Started With 

Specialty Markets Donald S. Dreher, CPCU, 
Agency Of The Future Will Be A 

“Complete Shop” Richard W. Roessler, Jr., 
Specialty Commissions No Longer Much Lower 

Than Standard Insurers Conaly Reed, 
Formulate New Programs To Meet 

Specific Needs 
Surplus Markets Can Relieve Loss 

Ratio Problems Kenneth L. 


CPCU, 
CPCU, 
Clapp, Jr., CPCU, 


Walter D. Haney, 


Joseph Kk. Yungel, 


Don James, 


Len Dorney, 


Coolik, CLC, 
Surplus Brokers Provide Faster 

Quotation Service Vern D. Nelson, 
Use Maximum Of Two Surplus Brokers And 

Don't Let Them “Cross” Morton A. Firestone, 


(Continued on page 66) 


ROUGH 


Jan. 
Feb. 
Mar. 
Mar. 
Mar. 
Mar. 
Mar. 
Mar. 
Mar. 
Mar. 
Mar. 
Mar. 
Mar. 
Mar. 
Mar. 
Mar. 


April 


NOTES 





Fulfills Vital Role Stan Braun, April 
MARKET PLACE REPORTS: Claims Made 

Products Liability Wallace L. Clapp, J1 
MARKET PLACE REPORTS: Vendors Single 

Interest Coverage Wallace L.. Clapp, Jr., 
Recreational Vehicles Market Offers Big 

Income Potential 
MARKET PLACKH 

Market Outlook 
MARKET PLACE REPORTS: Extended 

Warranty Coverage Wallace L. Clapp, Jr., 
MARKET PLACE REPORTS: Specialty 

larket Booms Wallace L. Clapp, Jr., 
MARKET PLACE REPORTS: Insurance 

For Mopeds Wallace L. Clapp, Jr., 
Surplus Markets Provide Help - 

In Tight Market Era Maurice J. 
MAKKET PLACE REPORTS: Customized 

HO Policy Wallace, L. Clapp, Jr., 
Surplus Brokers Heavily On 

London Market 
Icxcess, Surplus Facilities Benefit 

Large & Small Agencies Kdward Ek. 
MARKET PLACE REPORTS: Experts Discuss 

M&S business Wallace L. Clapp, Jr., 


Surplus Broker 


CPCU, April 


CPCU, May, 


Jim Jarrad, June 
REPORTS: Specialty 
Wallace L. Clapp, Jr., 


CPCU, July 


CPCU, Aug. 


CPCU, Sept 


CPCU, Oct. 


Hartson, Jr., Oct. 
CPCU, Nov. 
Rely 

Donald R. Davis, Nov. 


Malenas, Nov. 


CPCU, Dec. 


FEMININE VIEW 

YEMININE VIEW: Your Does 
Make A Difference Rose V. 
FEMININE VIEW: Gaining Control Of 

Your Time Rose V. 
“EMININE VIEW: 
Study Habits 
MIEMININE VIEW 

Professionalism 
MEMININE VIEW 
To Advance 
“EMININE VIEW 

Pursuing Goals Rose V. McCullough, June 
“EMININEIS VIEW effective Listening Skills 

Can Enhance Productivity Rose V. McCullough, July, 
“EMININE VIEW: Creating Within Yourself 

A Climate For Success tose V. McCullough, Aug. 
“EMININED VIEW: What Ixxpect Of Iemployees 

May Be What You Cet Rose V. McCullough, Sept. 
“EMININE VIEW 

New Habits 
“EMININE VIEW 

Perception 


Attitude 
McCullough, Jan. 
McCullough, Feb. 
Develop Good 
Rose V. 
Toward 
Rose V. 
Associates 


Rose V. 


McCullough, Mar. 
Moving 
McCullough, April 
Help Your 
McCullough, May, 


Discovering, 


You 


Forming 
Rose V. McCullough, Oct. 
effective 


Rose V. McCullough, Nov. 


GENERAL 


FORUM: Court Backs 
Subrogation Rights 
“HIE FORUM: Tax Deduction For 
Uninsured 
‘tthe FORUM A-B-C 
Injury Liability 
irning To Manage Stress Is 
To Your Health 
evaluate Your 
What Are The 
Develop One 
Total Accounts 
Determine Your 


Release 


Roy C. MeCormick, Jan. 


Losses Feb. 


Roy C. MeCormick, 
s Of Personal 


Roy Cc. 
Important 


McCormick, 


April 
July 
Aug. 


Basis Of Performance 
Traits Of A CGiood Salesperson? 
Into 


Companies On 
Policy Clients 
David R. 
Before Setting 
Production Frank M. Sedlacek, Jr., 
THE FORUM: ISO Policywriting Guidelines 
Cut Paper Work Roy C. 
Do Your Agency's Letters Reflect Your 
Professionalism? 
To Policyholders May 
Inquiries 


Milek, Aug. 
Own Strengths 
(ioals Sept. 
McCormick, Oct 


Oct. 
Form Letters 
Tele phome 


Reduce 


Samuel I. Wasson, Nov. 


Agency Philosophy Based 
Four Practices 

THE FORUM: Punitive 
From Liability Coverage 

Potal Account Approach 


Proves Successful 


Upon 


Kathy MeMillian, Nov. 
Damages Excluded 
Roy C. MeCormick, Dec. 


Richard M. Diederich, Dec. 
Commercial Business Provides 
Nucleus For Growth 
Outlook Is Hopeful 
Keven In Jersey H 


Charles W. Bovay, CPCU, Dec. 


William Mullaney, Dec. 


LIFE INSURANCE 


Day Work Week Requires 
nning, Discipline Carl J 
Life, Split Life Offer Distinct 
ritiagee Robert EB 
Keys To High 
James IL. 


Cacioppo, Jan. 

Ritter, Jr., Feb. 

et Is, Knowledge & Class 

Income Markets 

men Appreciate Life 

And They Are Willing 
is Demonstrate Value Of 
! Lead System 


Gore, March 
Insurance 


buyers Melissa M. Staples, April 


Frank P. Minton, May 


Mar. 


Employers Are Still Receptive To Group ' 
Life Proposals Floyd DeCurtins, June 
Re-Selling Business Policyholders : 
Proves Profitable Ernie Tonkel, CLU, 
Two Key Questions Are “How Much?" ; 
“What Kind?” Bill 
Service “Without Compensation’ Can Lead To 
Later Sales Alfred F. Mattson, 
Working A Specific Market Can Be Helpful To 
New Agent = 205 Patricia A. 
Avoid The “Too Easy” Ask Questions To 
Determine Needs Don Van Der Weide, CLU, 
Show Prospect His Problem ; 
Then Solve It For Him 


July 
and 


Ballew, Aug 


CLU, Sept 
Cooper, Oct. 
Sale; 
Nov. 


Lawrence Mann, CLU, Dec. 


LOSS RATIOS 


Bernard O. McKenzie, Mar. 
William H. Carr, Aug. 


Reducing Companies Pays Off 

With Underwriters 

Business, Personal 

Profitable 

Favorable Loss Ratio 
Market Problems 

Serutinize Risks To Improve 
Loss Ratio 


Iistablish Rapport 
Farm 
Prove 


Lines 


John M. Hoggatt, Aug 
Kases 
John W 


Murphy, Jr., Aug 


3 Seymour Nogi, CPCU, Sept. 
Reducing Losses Is Key To Agency 
Company Relationship 


James EF. Sharpe, Oct. 


PERSONAL LINES 


Personal Contact: Key To 
In Personal Lines Clarence F. 
Two Forms Used To Raise HO Limits 
THE FORUM: HO-76 Will Be 
More States Roy C. 
Agents, Companies Must Alter Personal Lines 
Marketing Approach Joseph H. Cole, Jr., July 
THE FORUM: 
Limitations 
THE FORUM: The ABC's Of Underinsured 
Motorists Coverage ‘ Roy C. MeCormick, Nov. 
(jood Rapport With Insurers Is Essential 
On Personal Lines , John L. 
Personal 
Ferd R. 


Success 
Rupnow, May 
Donald Bb. Reise, June 
Entering 

McCormick, 


Program 
July 


Homeowners Contents 


Roy C. McCormick, Sept. 


Bouslog, Nov. 
“Combination” 
Lines Selling 
Handling Personal Lines 
Commercial Agency 
Service Builds Volume 
Direct Writers ae ee ; Jack Duckworth, 
Large Department Provides Full Service 
To Clients Marie A. Haddix, CPCU, Nov. 
Personal Lines Produce Substantial F 
Premiums James D. Collier, Jr., 


Policies Simplify 
eaessacinne Fisher, ILI, Nov. 
Within A 

aenada Cathy Cole, Nov. 


Despite 


Nov. 


Nov. 


REBUILDING COST CHARTS 


What It Will Cost To Rebuild This Spring 
What It Will Cost To Rebuild This Summer 
What It Will Cost To Rebuild This Fall 
What It Will Cost To Rebuild This Winter 


Feb. 
May 
Aug. 
Nov. 


RETAINING BUSINESS; CULTIVATING PRESENT 
CLIENTS 


Don't become Complacent About 
Business On Books 
“One Agent” Concept 
Presents Opportunity a = # 
When Was The Last Time You Reviewed 
Certain Accounts? Ws 
Use Survey Before, And After, 
Writing Account 
You're In The 
Business 


Donald A. Kifert, 


R. Van Camp, April 


Jack M. Robinson, June 
Remember, 
People Doug Campbell, 
Workers’ Compensation Is Key To Writing 
Total Account John M. Sheehy, 
Commercial Surveys Satisfy Insureds; 
Help Retain Accounts Murray P. 
After Writing Account, Visit Insured & 
Introduce Staff 
Hiailstorm Claims Indicate 
Insurance-to-Value Record 


June 
June 


Hayutin, June 


Paul J. Malone, Sept 


Bill D. Dec. 


Phillipe, 


SERVICE AFTER A LOSS 


Agency's Help With Unusual Losses Can Overturn 
Claim Denial John F. Burbank, Oct 
Age nev s Services Are 
A Large 
Cooperation With 
Pays Off 
Careful Risk Selection 
Loss Problems 


Vital Following 


Loss John F. O'Reilly, CPCU, Oct 
Adjusters 

Kenneth T 
Reduces 


Berry W. 


Crothers, CPCU, Oct 


Metintyre, CIC, Oct. 


ROUGH NOTES 


Mar. 104 
Winrod, Mar. 106 


a) 
oe 











